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Gas Proportioner 


You can depend on 
K-G regulators for accurate gas 
flow measurement in all appli- 
cations. Each model is precision 
engineered and built for safety, 
economy, and durability on the 
job. Connect a K-G regulator 
to your gas supply - - - And 
get control! 
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The most practical 
tip cleaning tool made 


JUMBO 
DRILL KIT 


e 9 drills, size 30 to 48, store in handle 
e covers most standard orifices 


Retail price: $3.98 


Stock up now on 
this popular item! 


J.M. RAGLE INDUSTRIES INC. 


4003 East 137th Terrace 
GRANDVIEW, MO. 64030 
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| BERNARD’ a 
* , Booms 


~ CAN INCREASE 
PRODUCTIVITY— 
LOWER WELDING 
COST 





BERNARD Carts and Booms can 
provide efficiency to your MIG 
welding areas by reducing floor 
space and increasing portability. 
Built of heavy gauge steel. 


— & 

BERNARD 

Carts provide 
portability for your 
welding machine, 
wire feeder, gas 
cylinders, etc. 
Carts available with 
40 to 50 gal. 

water reservoir 

in base. 





BERNARD Booms can 
triple your welding area. 
Can be mounted on a 
BERNARD cart or 
permanently to the 

wall or floor. 


(Lex) 
\ eal 


Write for 
form 166. 


<< 
BERNARD ‘ovision 


Box 667, Beecher, Illinois 60401 
ECCT) conronanion 
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